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1) Word study
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1) Role play
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2) Group discussion
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3) A debate
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Part 4 Fun Listening (3M—%1)
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Part 1 Practical Listening and Speaking (£ F Wriit)
Word study
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Functional listening
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Language check
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Part 2 Business Speaking (H £ 1i&)
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We are extremely grateful to the authors and publishing houses for all the materials
chosen as content in this textbook. We hope that the request for permission to use the
related resources for teaching purposes will receive kind and generous consideration.

Every effort has been made to contact copyright holders before publication.
However. in some cases this has been impossible. If contacted. the publisher will ensure
that full credit is given at the earliest opportunity.
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Unit Goals

<> Understanding selling approaches

<> Understanding the selling process

<> Understanding the six-step selling process

a Practical Listening & Speaking

() Word study

Work with your partner to fill in the blanks using the words on the left. Listen and check your answers,

and then follow the recording.

(1 negated

have confidence in
Salespeople

arouse the client’s
interest
Performance
characteristics
making a sale
psychological

generalizations

admiration
&

\

(1) is the rate at which goods are produced,
and the amount produced.
(2) The salesperson spoke so well that he was able to

(3 ) The design of the product makes it
from others.
(4) A salesperson usually achieves a

lot of sales and brings more profits to the company.

(5) Efforts to increase market share could be
by reports that the product is dangerous.

(6) An increase in sales will lead to an increase in
company

(7)A is a group of people or things that are all
of the same type.

( 8) All these new cars have been , so they have
a sleek design.

(9) A product is one that is attractive in a
fashionable way.




(high performing ) 10 are those whose job is to sell things.

category (11) My sales team my abilities
to sell.

streamlined 12 usually include
capacity. efficiency and speed.

stylish (13) You can’t make about what men and
women are like.

stand out (14) I'm full of for the top sales staff in our
company.

Productivity (15) That salesperson is very good at -

\ profitability i (16) Sleep disorders are a serious problem.

(® Functional listening

Task One (Understanding selling approaches) : Listen to the recording of a sales manager discussing the
selling approaches. As you listen. complete the following notes using a few words from the recording.

(1) The manager says that the assistant may make use of a
to keep the client’s attention and

interest.
(2) The assistant says that he had trouble

opening in his sales talk. \

- gl ,
(3) The manager says that the assistant may have a very Ki\\é’)

(4) The manager says that salespeople should sound
to their clients.
(5) The opening approach the assistant uses is decided by

(6) First of all, the assistant may open with a statement explaining their

(7) Secondly. the assistant can also make use of a question approach to

Task Two (Understanding the selling process) : Listen to the recording of a sales manager discussing the
selling process. As you listen, complete the following notes using a few words from the recording.

(1) The selling process includes the following four steps. First, show
the
(2) Tt incorporates such as color. size and price of

the product.
(3) Second. explain the of the product. It includes
such as capacity. efficiency and speed.

(4) It’s important to clarify how the product can be used and how the

2 I Unit 1  Sales Part One



product will .
(5) Third. lead into the of the product. This is a of the
advantages of the product.

(6) As a rule, people are more interested in what the product will do for them. The
benefits can be both

(7) For instance, owning a will attract more admiration than a low-
cost one.

(® Language check

Listen to the recording and complete the following conversations. Then work with your partner to
practice them.

S = Salesperson (Male); C = Customer (Female)
Task One ; Selling approaches

Opening with a statement

S: As a busy manager, you understand the importance of time.
Most busy people would like to have a few extra minutes each
day. That’s the business I'm in. While I don’t actually sell
time, I do sell a product that can (1)

C: Yes, sure. Everyone would like to save time.

Opening with a demonstration

S: This product will not only save your time, but also comes in a range of colors and
sizes. It also (2) . Allow me to demonstrate how it is used.

C: That is very interesting.
Opening with a question — Closed

S: Mrs. Wang, is (3) important to you?
C: Yes, of cougse it is.
Opening with a question — Open

S: What features are you looking for in a product like this?
C: I want a product that’s (4)
Opening with a question — Rephrasing

S: Are you saying that price is the most important thing you are interested in?
C: Yes. but there is no use in talking. We are very (5)

Thanks for coming by. |
Opening with a question — Redirecting ' ‘

S: Wouldn’t you agree that you constantly need to find new ways to (6)

s

cBE | 3



C.

?

OK, then. I will give you some time to discuss your product’s features, advantages
and benefits.

= e

Task Two : Selling process (S-E-L-L)

Showing features

S: Let me talk about the physical characteristics of this
product.

C: OK. I'm (1) . Go ahead.

S: It has a streamlined and stylish design in a range of colors.
It comes in different sizes as well.

C: That’s all very good, but how does it (2) ?

Explaining advantages

S: What makes our product stand out is its performance characteristics.

C: What makes your product so special?

S: It hasa (3) and faster speed than any other product on |
the market.

C: So what’s in it for me?

Leading into benefits

S: That means lower maintenance costs, increased output, and (4)

C: That sounds very interesting. Are there any other benefits?

S: Yes, that means saving costs, which will increase your profitability and (5)

C: That would be great. That’s part of my job, you know. Can we look at the |
(6) ?

S: Sure. Here is the catalogue.

C: I see. There are a lot of details in this catalogue.

Letting the customer talk

S: So what do you think of our product?

C(7) , this product offers many benefits to our company. I really |
need to discuss this with our Purchasing Manager. :

S: Can you set up a meeting for all of us to discuss this further? '

C: Sure. I'll (8) our Purchasing Manager and get back to you as soon as |
possible.

4 1| Unit 1 Sales Part One




(® Presenting practice

Listen to the recording and answer the following questions using a few words from it. Then listen again,
and take some notes on the flow chart below. Use your notes and the flow chart to make a mini
presentation on the following business topic.

(1) What should you state in the headline of your ads?
(2) What is the specific statement for “Our clients get more sales”?
(3) What is customers’ buying decision usually based on?

Topic: Three Secrets for Increasing Your Sales
Opening: Give three secrets.

Point 1: Lead with your biggest benefit.

Point 2. Provide specifics.

Point 3: Dramatize (3%Ji{k) feelings.

(®@ Communication skills

Listen to the recording and check (/) True or False. Then listen again and fill in the blanks.

True False

(1) You try to capture the customer’s interest by asking them
questions that make them think.

(2) If you qualify the customer properly. you will be able to satisfy
his / her needs and wants.

(3) In making a presentation, you need to focus on the benefits of
your products or services as well.

(4) Objections are not a step in the selling process, and you should
give up the opportunity.

Understanding the Six-Step Selling Process
1. The meeting and greeting. This initial introduction will set the stage for the business. This is
the icebreaker (FTHE{ERIAYZPE) . the time to get the customer to relax and (1)
. This is your chance to build rapport (/& 4f X %) with the customer so you need to be
sincere, friendly and humorous. You try to (2) by asking them

questions that make them think.

CBE | 5



2. Qualifying the customer’s needs. This is the step where you ask questions to help you identify

what the (3) . It really is the “who, what, where. when. why and how”

of the selling process. If you (4) properly. you will be able to fulfill his/

her needs and wants.

w

Presentation or demonstration. This is the step where (5) can show all they
know about their products or services. Naturally. the presentation will (6)

of the products. the physical characteristics. But. you need to (7) the

benefits of your products or services as well. The benefits will show the customer “(8)

" and benefits are the reason why people buy the products or services.

4. Handling objections. This step is critical to the (9) since objections are
usually the customer’s reasons for not (10) or service. Objections are just
another step in the selling process and give you the opportunity to (11) in

the customer’s mind the benefits to them. Now it is not the time to give up. Ask them why

they don’t like your products or services and (12)

o

Closing. After you have (13) that the customer presents. you must ask

for their business. Generally, the customer will have given you signals (14)

Your job is to pick up on those signals and ask for their business.

6. Following up. Now that the sale has been made. don’t just let that hard work go to waste.
Follow up with the customer and start building a long-term relationship.

a Business Speaking

() Role play

Task One : In closing a sale, you sometimes need to answer a potential client’s questions with a question.
The following are some examples. Work together to match the questions on the left to those on the right

and then practice saying them within your group.

Buyer asks Salesperson replies

6 01 Unir 1l Suales Part One



